Effect of delay and social distance on the perceived value of social interaction.
Temporal discounting is a process by which the perceived value of an outcome decreases as delay increases. Social discounting is a process by which the perceived value of an outcome decreases as the social distance between the decision-maker and recipient increases. Both temporal and social discounting are well established for monetary outcomes. However, little is known regarding the effect of delay-to-occurrence or increased social distance on the perceived value of social interactions. The current study demonstrates that the decrease in perceived value for delayed social interactions is well described by the same hyperbola-like function used for monetary outcomes and that the rate of discounting decreases (indicating increased preference for larger, more delayed outcomes) as social distance increases. Conceptualizing the current discounting procedure as entailing both potential gains and losses, suggest that under certain circumstances, higher discount rates may not reflect increased preference.